dollar for every four the contractor invests. The govern-
ment expects to realize an eight-to-one return on each dol-
lar it puts in.

The GET PRICE program has grown considerably since
August 1981, when the Air Force presented $6.9 million
in seed money to Westinghouse, a large-volume defense
contractor that already had committed a substantial amount
of its own capital to boost productivity and improve prod-
uct quality. Presently, the Electronic Systems Division is
party to 10 active GET PRICE contracts projected to yield
savings in excess of $1 billion (see figure). Six other
agreements in various preliminary stages promise to add
$121 million to that amount.

Program officials acknowledge that it necessarily takes
as long as five years for government GET PRICE invest-
ments to begin paying dividends, a reality incongruous
with America's infatuation with quick results and fast
payback. Thus far, the pioneer arrangements with
Westinghouse and General Electric have both come of age
and are in fact yielding the first wave of measurable sav-
ings. So far, factory modernization at Westinghouse's fa-
cility in College Station, Texas, has resulted in cost sav-
ings of $12.7 million, of which the Air Force share was
$6.4 million, Signed less than three years ago, the agree-
ment with General Electric is also bearing fruit. To date,
modernization efforts at the company's refurbished mili-
tary electronics operations plant in Syracuse, New York,

companies, Westinghouse and Rockwell, have already
held in-plant technology transfer demonstrations.

Specifications streamlining

Complementing the Electronic Systems Division's ef-
forts to enhance producibility and broaden the manufactur-
ing base is a year-old program that is blazing a trail toward
improved electronics reliability and maintainability. Readi-
ness Improvement through Systems Engineering, or RISE,
is a straightforward and simplified systems engineering ap-
proach that frees the contractor from the traditional morass
of confounding, confining, and often unverifiable design
specifications. However, it also holds the contractor's feet
to a very hot fire with respect to the system's reliability
and maintainability.

Instead of puzzling over the 57 reliability and
maintainability standards that electronics requests for pro-
posal once routinely contained, the contractor must meet
criteria in only seven high-payback areas. The
maintainability standards are mean time between critical
failures, mean time between corrective maintenance ac-
tions, mean time to repair, and mean time to repair system
(given administrative and logistical constraints). Reliabil-
ity criteria are failures detected, failures isolated, and fre-
quency of false alarms.

By virtue of development schedules that foster iterative

Simply put, companies have had a negative incentive to

modernize, a disincentive aggravated by the constant specter

of program cuts and cancellations. In this realm of cost-based

pricing and acquisition budget vagaries, military electronics

productivity has remained low and product costs have

remained high.

have translated into a $36,000 savings for each party. That
amount represents only the first trickle of what promises to
be a steady stream of savings.

Every GET PRICE agreement contains a technology
transfer clause. It requires that the contractor share with
other defense firms the technical information and manufac-
turing innovations which the Air Force, in effect, has par-
tially funded. Contractors must make this information
available in written technical reports and must also con-
duct in-plant demonstrations of the new manufacturing
technologies. In time, as more new processes mature un-
der GET PRICE, technology transfer will become an in-
creasingly visible and important facet of the program. Two

design and test, the Air Force subjects the standards a con-
tractor achieves to stringent and rigorous verification. If
demonstrated levels of reliability and maintainability are
below predicted levels, the contractor returns to the draw-
ing board and prepares for a retest.

Requests for proposal issued under RISE serve immedi-
ate notice to prospective contractors that reliability and
maintainability are now the predominant source-selection
criteria. "Bells and whistles" are still welcome, but they
have taken a backseat to "fail and fix." Consequently, po-
tential contractors, faced with a competitive, reliability-
based source selection process and at liberty to use their
own proven engineering practices, are offering reliabilityateral
